ELECTRICAL WHOLESALING 1964 EDITORIAL INDEX 


Here is a list of all articles that appeared in ELECTRICAL WHOLESALING 
during 1964. These articles provide up-to-date information on the es- 
sentials of the business. Through this information, electrical distributors 
keep abreast of new developments in sales and service techniques while find- 


ing new methods that reduce costs and increase profits. 





This is why ELECTRICAL WHOLESALING is the industry's sales and manage- 


ment magazine. 
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Salesmen in Action 





Planning Assures Profitable 
BANSScccccceccccesosccedlMBey Po 
Selling Benefits Supports 
MAsccescccccscesccsed ies He G 
2-Prong System for Profitable 
SRG cccccceceescossedies Bo MS 
Groundwork and salesmanship are 
practiced at A-B Electrical 
Supply. 
Salesman at the 
FairecccccccsccccccccceeMAY, De 52 
How Pete Sauer served customers 
at the World's Fair from con- 
cept to completion. 

Keeping Customers 
BeRevccccccccccecccccosDs Pe BD 
How Loeb Electric's Paul Lorms 
maintains a flexible personality 

in selling. 

He's Engineering 
SaleS.ccccccccccccccccccedune, pe (4 
Reliable's Ken Huck utilizes 

ehgineering and sales abilities 
for profits. 

Planning Calls to Pay 

OCB ccvoceccccccecccccccches Po 61 


Preparation for sales calls is 


a must for Corpus Christi Hard- 
ware's Ed Wolf. 
He's Building Lighting Sales to 
Builders.ccccccccscseeeSepte, Pe Sb 
Here's how MarLe's lighting spec- 
ialist concentrates on the res- 
idential market. 

A Personal Approach for Rural 
ACOTMMESs cccccccoccccesOSbe, pe & 
Interstate's Neil Lane lives 
with his customers in serving 

them. 

"I Sell More Than 

Products” cccccccccccceeDOCe, Po 56 
Mill-Power's Robert Vaughan is 
a sales and community booster. 


Sales Training 





EW Goes to a Master Salesmen's 

Seminar. ccoccccccccccccd@les Po 76 
General Electric holds seminar 
for 23 salesmen from independent 
distributorships. 


Distribution Revolution: Impact 


on TrainingecccocecsescAPre, Pe 101 


Know Your Way in Electrical 
PlANSsecccccocccccvcccecuune, De 65 
Here's a short course in analy- 


zing electrical plans. 





Earn-Learn Program Pays 

OPP a cccccccccccccccccccedUNe, De 92 
Ace Electric provides on-the- 
job training for high school 
student. 

A Concentrated Approach Is Boosting 

Electric HeatwcccccccceedUly, De 52 
Watson Electric looks to future 
sales by educating salesmen and 
customers. 


Going After Signaling Systems Sales 


in a Big WAY ecccesccececdePte, Pe 80 


Moore-Handley retrains to boost 
sales in a potential growth 
market. 

Higher Education Helps Train Dist- 
ributor Personnele..seeeeNOVe, De 58 
Loeb Electric participates in 
school plan to build personnel 

for the future. 


Sales Management 





Back Into the 

BlACKe cocccccccccseccccedaMey Po 53 
How Electric Supply's management 
got the firm back onto the road 
to profits. 

Data Processing for 


DistributorBeccccccccce oJaNe,y De 62 


The first in a series of arti- 
cles examining the impact of 
data processing. 
"Localized" Efforts Boost Statewide 
BalSccccccccccccecceedDMMe, Po 62 
Multi-unit Market: Sales Gratifying 
--and Growing.ccoceceeeFebey De 66 
Selling Benefits Supports 
PEGisdccsccescosscses Hy, & @ 
"Pact for Profit” Flourishes; New 
Markets OpenececccceveokFeDey Pe 70 
A Big OEM-Industrial 
PuSNecccccccccecccesccekeDey Po 73 
How Benfield Electric goes all 
out to obtain sales to the OEM 
market. 
A 2-Way Plan for Service and 
PHOPILS. cccceccccecosedFes Pe WD 
OEM sales are rising rapidly for 
Twin State Electrical Supply Co. 
Know-How and Service: Keys to Com- 
mercial Lighting 
ProfitsecccccccccccccceMAFes De 54 
How Rowe Electric meets the ex- 
panding market in Rochester, N.Y. 
Salesmen--Reps Seminar Helps Plan 
ACA. cccccccccccccccceMAales Po 7+ 


Two-day meeting emphasizes 





cooperation between distributor 
and its suppliers. 
Distribution Revolution: What 
Means TO YOUsececccecoscAPley 
Its Impact on 
BuyingeccccccccceccesAPre, 
Its Impact on Order 
ProcessingececoecceeeAPles 
Its Impact on W 
Warehousing. cccccccecAPley 
Its Impact on 
SellingeceevccccccsecAPleys 
Its Impact on 
Trainingeccccccccccechitey 
A 2h-page report exploring 
the impact on distributors 
changing functions. 
Selling Up the 
"Joneses" .ccccccccccccecAPles Peo 
How National Electric Supply 
upgrades residential lighting 
volume and profits. 
Program for Specialization Builds 
Industrial Accounts.....May, pe 60 
Northern Electric benefits from 
specialty lines and specialized 


service. 


Can Sales and Credit Go Hand in 

BembeccccocscccccccccceDt, Po 62 
Combined sales and credit oper- 
ation provides fast answers at 
Braid Electric. 

Simple Training Approach Boosts 

Sales--and Profits.....June, p. 76 
Concentration on basic customer 
problems pays off for Coast 
Electric. 

Small in Size, Big in 

SCrviceeccecccoceccecccscoduuNe, Pe 79 
Selective lines and imaginative 
personnel are the makeup of 
Basic Electric. 

Initiative Boosts New 


HOuUGC ce ccccccccccccesos edule, Pe 84 


Close customer relations has 


built Cooper Electric into a 
strong distributor. 

Specializing in OEM's-- 

Profitably.ccccccesceceduly, pe 48 
Here's how Seaway Electric moves 
70% of its sales volume to the 
OEM market. 

A Concentrated Approach Is Boosting 


Electric HeatoccoecoecoodUlyy De 52 





Watson Electric looks to future 
sales by educating salesmen and 
customers. 

The House That Utility Sales 

BPs cccsscccsssncesnin, te P 
How Osborne Electric has capital- 
ized on sales to utilities and 
allied markets. 

Strong Customer Relationships Help 

Stop the Profit 

SMSO ec ccccccccccccceedAly, Po 60 
Corpus Christi Electric backs 


up sales with service. 


Grooming the Right Man for the 


Big JoDeccccccccccccccccAlife, De 52 
How Charleston Electrical Sup- 
ply is solving the management 
succession problem. 

Building Better Lighting 
SaleScccccccccccccscccccellfes Pe 70 
That's what Tristate's doing 
with a new face, showroom and 

merchandising approach. 

Market Research Project Provides 

Base For Future 

DANG ccccccescccccccoedes Bo TS 
One firm has ascertained who its 
customers are and what the 


market potential is. 


How to Sell Lighting in Today's 
Market cccccccccccccccescePtey Pe 57 
A 16-page section highlighting 
trends in markets, products, 

sales techniques, showroom sales 
and sales promotion. 

Pinpointing Sales Opportunities Via 

Job ReportSecocccccceeeS@pte, pe. 78 
A program to get maximum effect- 
iveness from salesmen's time is 
stressed at A-A. 

"Radial Expansion” Pays 

CFL ccccccccocccccccccceD Rte, Po OF 
In branching out, United Elec- 
tric satisfies customers’ needs 
from shelf stock. 

Lighting Warranty Program That's 

Paying Off Big..ccceeesOCt., De 70 
Meletio obtains additional sales 
by guaranteeing lighting in- 
stallations. 

Speaking Up for Business 
EthicSeccccccccccscesesOCte, De 73 
Letters to customers describe 
Samuel Kaplan's philosophy and 

policies. 
Better Facilities Keep Raybro Bran- 


ches Up-to-Date..eceeee0ct. y De 82 
The two themes at Raybro Electric 


are modernization and expansion. 





Growing, Growing, 

GrowingecccccccccccsceseOCte,y De W 
Headquarters for expanding Con- 
solidated Electric will be in 
Los Angeles. 

Going . . . Going... 

GONE Te ccccccccccccccsseeNOVey Do 55 
Survey results show an impending 
demise for Christmas gift giving. 

Everyone Is Involved in the Profit- 

able Act of Service.....Nov., p. 62 
Customer benefits are backed up 
by all personnel at Continental 
Electric. 


How Distributors View Owning and 


Leasing VehicleSecsecceeNOVe, Pe 66 


Opinions point out reasons 
wholesalers maintain their pre- 
sent systems. 
From "Just Another Product" to a 
Merchandising 
PACKAgesccccecscccccccceeDeCe, De bY 
Boggis “ohnson sets up a complete 
package for its dealers. 
Teamwork Promotes 
Profitse.cccccccccccccceeDeCe, Pe 48 
Industry cooperation raises 
lighting profits for Rossner 


Electric. 


How to Cut Today's Climbing Delivery 
COStSecccccccccccccceeeDeCey Po 52 
Gilson Supply's Charlie Martin 
evaluates the transportation 
cost problem. 
Showroom saleswoman helps boost 
profits at John A Becker Co. 
Bolstering Builder Sales With a 
Specialty LinececccceesDOCe,y Pe 72 
A separate division for a cabinet 
and vanitory line pays off for 
Elgee. 


Sales Promotion 





Four Steps That Lead to 

BOPViSsccccccccccccccsDOCc, Po 
A successful mailing by Electric 
Supply Corp. spells out services. 


Warehousing & Office Procedures 





Data Processing for 

DistributorBecescccceeedaNey Po 62 
The first in a series of articles 
examining the impact of data 
processing. 

Elaborate Facilities Designed to 

Serve Customer 

NECdS.ccccccccccccccceeFeDey Pe 76 
Grand Light moves to a specta- 


cular and unusual new building. 





MIP: One Distributor's Road to 

PRES ccccccccccesecsdts, Po B 
How Furbay Electric has cut 
paperwork and inventory costs, 
and improved buying. 

25-Mile Move Builds Sales and 

Service to Customer.....Mar., De 60 
A move from the metropolitan 
area boosts sales for Lighting 
Equipment and Supply. 

The State of the Art Among Elec- 

trical Distributors....Mar.e, De 64 
Data processing II: 10-page 
survey-report traces development 
of D. P. 

Distribution Revolution: Impact on 

Order Processing...eeeesApre, pe 88 

Distribution Revolution: Impact on 

Warehousing..ccccccscceecAPey De Si 

Now--A Revolution in Inventory 

CoBtrOleccccccsccccocco digs Po 96 
Electric Supply takes progressive 
steps toward automatic inventory 
control. 


From Trials to 


TriumpPhecccccccccccscccecMay, Pe 64 


How Leff Electric recouped and 
improved its data processing 


system. 


Meet Stirs Data-Phone 

InterestrccccccccccccceMAYy, Peo 72 
Industrial Distribution's 1-day 
seminar in Chicago explores 
Data-Phone systems. 

Refinements Set Stage for Distri- 

butor's New System.....June, p. 70 
Electronic accounting equipment 
at Summit results from good 
planning. 

"That Was the Move That 

Was" cccccvcccccccccccecdtly, pe 6 
Several moves for similar reasons 
have provided helpful aids for 
Summers Electric. 

Starting Fresh With a New Service 
BUPEM co cccccccccccccceeduly, po 6 
Capitol Electric finally has 

attained the operation it wants 
from a service bureau. 
What to Seek in Selecting A Service 
COREE sc cccccccccccsccechte, Po 66 
Here's what you should know in 
choosing a data processing 
service center. 
Applying Concept and Computer For 
Branch House 


Efficlency.ccccccccccsclCte, Pe 76 





Crescent Electric obtains quick 
and efficient link with its 
branches. 


Better Facilities Keep Raybro Branches 


Up-to-DatesecccccccccceseOCte, De 82 


The two themes at Raybro Electric 
are modernization and expansion. 

How Suppliers Are Tying in Their EDP 

With Distributors...e.eeeO0cte, pe St 
Survey shows manufacturers are 
exploring potential of electronic 
data processing. 

They Came, They Saw, They 

PraisedeccccccccccseseeeNOVey Pe (0 
That's the reaction of over 1,000 
customers who visited Rumsey's 
new quarters. 

Gesco's Computer Center Is Cutting 

Data Processing 

COREE ce cccocccceocesescesDVes Po 16 
How one system is used on a 
service bureau basis. 

How Electrical Contractors Are Using 
EDP ccccccccccccccccceeeNOVes Do Sl 
Electronic data processing in 

contracting business is important 


to distributors. 


How to Cut Today's Climbing Delivery 
COStSecccccecccescceseeeLDeCey Pe 52 
Gilson Supply's Charlie Martin 
evaluates the transportation 

cost problem. 

Converting Manual Methods to Com- 
puter Techniques....ecceDeCe, Pe 58 
How and why Banks-Miller ac- 
complished the "impossible.” 


Product and Market Studies 





Annual Outlook and 
REVLCWecccccscccccvceccedalley De 37 
Most Products Look 
PromisingecccccccccecdGQMey Do 30 
Product by product sales 
picture for 1964, 
What Distributors Are Saying 
About 1964. ..cccccceeedaMe, De 40 
Distributors tell what they 
expect for this year. 
Outlook for 
MasetSccccccccccccocdiie, Po 4 
A review of five basic markets 
for 1963 and predictions for 
1964, 
Review for 


REGZLONSeccecceseccceodaley Do SL 





A regional review of elec- 
trical distributors sales 
during 1963. 
Electric Heat: Market on the 
MOVE cecccccccccccccceseekeDey De 57 
Meetings Build 
re a | 
"Localized" Efforts Boost State- 
wide SaleS.ccccccececFeDey De 62 
Planning Assures Profitable 
WEAGstccocesssovssedles Qe 


Multi-unit Market: Sales Gratify- 


ing--and Growing.....Feb., p. 66 


Selling Benefits Supports 

MEGGiccecsvesccesss die, Oo @ 

"Pact for Profit” Flourishes; New 

Markets Open 

UpecccccccccccseccceekeDey Pe 70 
A 16-page report on how elec- 
tric heating sales are on the 
move. 


How to Sell Lighting in Today's 
MOrketccccccccccccccsceecepte, Pe ST] 


A 16-page section highlighting 
trends in markets, products, 
sales techniques, showroom sales 


and sales promotion. 


Industry Relations 





Man, Mouse or 

Machine?..cccccsscccccecAUge, Pe Ob 
Views on halting the downgrading 
of selling. 

Electrical Leagues: Today's 
ProfilescccccccccccccceeSePte, Pe 9O 
Although still advocating co- 
operation, electrical leagues 

have seen many changes. 

Do Stock Shipments Deserve Better 
MArgin8?.cccccccccceceec0Ctey Pe 59 
“Industry Forum” a new depart- 

ment, ig a sounding board for the 
industry. 

Hurry, Hurry, Hurry, the Bids Are 

Due Todays ccccccccccccccOCte, Po 68 
Some advice on why to quote early 
and not so often. 

GE Fetes and Affirms Independent 

Distribution.cecccee+:ceOCte, De 96 
Busy schedule pays honor to in- 
dependent distributors. 

Off the 

CuffecccccccccccscccceseNOV, De 8 
Introducing a monthly column by 
& provocative manufacturers' 


agent. 





Meetings 
Capital Meeting Proposes “Let's Move 


Forward" .cccccccccccccesMAy, De 74 
New President's 
Profile.cccccccccceceMayy, De 75 
Views of Business and 


Pleasur€.cccccccccceeMay, Pe 77 


Vignettes..cccccccceeMay, De 80 


A seven-page special report 
covering the highlights of 
NAED's 56th national con- 
vention in Washington, D. C. 

They Talked Business--With 

Pleasure.ccccccccccccceedUly, Pe 76 
1964's Lake Michigan Club meet- 
ing was a profitable and memor- 
able occasion. 

Getting to Know Products, 

POOR s cccccccecscccccccsdtly, po 2 
More than 20,000 people attend- 
ed the 7th International 
Electrical Show. 

Taking a Look at New 
HOFizonSecccccccsccccccceeNOVe, De SY 
A report on the NAED Western 

Region meeting at Palm Springs, 
Calif. 
Fact-Facing--and 


Pull ccccccccccccesccceeeleCey Pe TO 


They both characterized the 
sixth annual Eastern Region 
NAED meeting. 

All Smiles at JEDA 
AffairecccccccccccccceeeDeCey Pe 86 
Record-sized New Jersey group 
attends annual dinner-dance. 


The Salesman's Technical Notes 





TransformerSecceccescceedaMey Do 
TransformerSececccccsceeFeDe,y Po 
Electric Space 
Heating--ILecceccccccceesMAarey Do 
Electric Space 
Heating--IIIecccccccceeeAPrey Po 
Electric Space 
Heating--IVeccecccccceeeMay, De 70 
Motor Controls--III.....June, p. 82 
Motor Controls--IVeseseseeeJuly, pe 72 
Motor Controls--V...ee.eAuge, De 74 
Motor Controls--VI......Sept.e, p. 82 
Motor Controls--VII.....O0ct., p. 88 
Motor Controls--VIII....Nov., p. 82 
DC Motor Control.sceeeesD@Ce, De O4 
Editorials 

"For 1964: A Surge of Confidence" 
and "For Management: Two Timely 
Reports” .cocccccccccccccd@le, Po § 
"The Electric Heat Express," and 


"A Concrete Image".....eFeb., p. 8 





"The Vanishing 


Wholesaler?" .ccccccccceeMAre, De 6 


"You and the Distribution 
Revelution” cccccccccccehPEss Po 6 
"The Menace of Direct Selling--I," 
"Painful Perhaps, But Helpful" and 
"For EDP: A Switch in 

Attitude” .cccccscccsceeeMay, pe 8 
"It Begins with a Capital B," "Com- 
puters and Co-op Purchasing” and 
"Tenth Anniversary for 

TED ccccceccccccececcesedae, po G 
"Increase in Innovations" and "The 
Legal Mother Lode"....eeJuiy, pe & 
"The Matter of Management 
Succession" .ccccccccccccAlGes Pe 6 
"High Merit for B. Merritt," "Riding 
High” and "Sound 

POET cocccscecccss tc, pe 6 
"Now: the ‘Industry Forum,' "Needed: 
Better Margins on Stock Shipments," 
"Practice That Serves No Purpose" 
and "Principles-in- 
PracticescccccccccccccceOCte, Pe § 
"What about Distributor-Customer 


Relations?," "Meeting a Pressing 


Need" and "Desirable 

Downtrend” .ccccccccccceeNOVey De 6 
“Hard Facts on Delivery Costs" and 
"Supplementing Salesmen's 


Calls". cccccccccccccvcceDeCey Pe 6 
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